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My Very Exciting, Ultra-Simple  
Client-Capturing Program 

 
 
My program topic is:   
 
My program title is:   
 
My program “teaching points” are: 
1)  
2)   
3)   
4)   
5)   
6)   
7)   
 
The 5 main benefits are: 
1)  
2)   
3)   
4)   
5)   
 
The delivery method is:   

  

 
The program dates are:   
 
I intend to fill my program with   group participants and   private clients. 
 
The group price is:   

The private price is:   
 
The bonuses are: 

•   

•   

•   
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Choosing Your Topic 
 

Step #1: My initial topic ideas: 

•   

•   

•   

•   

 

Step #2: Rate your potential topics using these simple criteria. . . 

1 = Not at all 3 = Somewhat   5 = Totally! 

 

TOPIC 
YOUR 

PASSION 
FOR THIS 

LEVEL OF 
EXPERTISE 

LEVEL OF 
CLIENT 
DESIRE 

SPEED 
OF ROLL-

OUT 

 
TOTAL 

      

      

      

      

 

Step #3 – Select the topic that rates the highest and perform this final test – 
listening to your body’s response.  Most of us are used to listening to our head 
but we may forget that our hearts and guts have much to share as well. 
 
Put your hand on your head and say, “The topic of [description] is the right one 
for me and my audience.”  Again, use a scale of 1 to 5. 
 
Next, put your hand on your heart and say, “The topic of [description] is the 
right one for me and my audience.”   
 
Finally, put your hand on your gut and say, “The topic of [description] is the right 
one for me and my audience.”   
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Tips for Crafting a Dynamite Title 
 
The goal, of course, is for your title to create a powerful incentive for your 
potential client to want to buy.  So it has to reach out and grab them and 
motivate them into action. 
 
With so many other programs and products out there competing for your 
potential client’s attention, writing effective, eye-catching titles is, arguably, even 
more important than creating powerful content for the product itself.  Without 
the power in the title, the power in the content is often overlooked. 
 
Some tips to consider as you craft your title: 
 

• The more specific the better.  

• The more “motivating,” the better. 

• The title should be related to the content, but able to stand on its own. 

• It should sound conversational and informative, rather than salesy. 

• Highlight benefits and results, rather than features. 

• Follow a short, simple main title (3-5 words) with a more explanatory  
sub-title (10-15 words).  (HINT: Don’t confuse simple with mundane.) 

• Avoid being too clever or cutesy. 

• Brainstorm 8-10 (no matter how bad) and then let them percolate as you 
work on the content. 

 
 
7 Types of Attention-Grabbing Titles 

1. The Question Title 
 “Who Killed the Electric Car?” 
 
2. The How-To Title 
 “How to Create Connection Online (Even If Your Work Is Face to Face)” 
 
3. The Join the In Crowd Title 
 “Insider Secrets to Making Money With Teleseminars” 
 
4. The Benefit Title 
 “Cash Flow Infusion: How to Turn Your Expertise into Hot New Programs” 
 
5. The Numbered Title 
 “6 Steps to a 6-Figure Income” 
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6. The Reason Why Title 
 “The E-Myth Revisited: Why Most Small Businesses Don’t Work” 
 
7. The Short & Snappy Title 
 “Pop!” (with small sub-title ‘Stand Out in any Crowd’) 

 
 
Client-capturing words: 

improve, increase, reduce, eliminate, help, grow, save, strengthen, enhance, 
decrease, free, build, proven, learn how, how to, discover, create, tips, 
techniques, strategies, relief, secrets, odd numbers (use numeral, not word), 
money, sex, love, more, create 
 
My title drafts: 

1.   

2.   

3.   

4.   

5.   

 
 

My sub-title drafts: 

1.   

2.   

3.   

4.   

5.   
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My 5-Step Ultra-Simple  
Content Creation Process 

 
This technique uses Walt Disney’s strategy of creating a storyboard as a simple 
way to fill in the details on the path from topic idea to end result. 
 

1. Decide what the end result will be for your client.  What will they know/be 
able to do once they’ve learned what you share? 

TIP: It’s important to be very specific.  For example, when people go 
through my “The Art of the HeartSell Conversation: How to Enroll Clients 
from a Place of Connection and Service” program, they will know: 

ü The mindset that leads to confidently speaking about their offers 

ü Exactly how and when to discuss price 

ü 3 important “decision triggers” to touch that will make it easy for 
clients to say ‘yes’ 

2. Identify the number of steps, tips, tools, or techniques you’re going to 
share.  People are usually attracted to odd numbers, so a program 
teaching 3 Critical Keys, 7 Simple Ways, 9 Handy Tips is very appealing. 

 

 

 

 

 

 

 

 
The way to know how many steps, tips, tools to include is actually quite 
simple and fun.  

ü On a piece of paper, write down the challenge or problem your 
program is solving.  On a second piece of paper, write down the End 
Result.  You’ll also need several more pieces of paper. 

ü Find a place where you have about 5-7 feet of open space in front of 
you (so you can walk forward unimpeded).  Put the Challenge paper 
at one end of the space and the End Result paper at the other end. 

 

 

Topic 

 

End 
Result 

 
The logical sequence of steps that will allow them to 
achieve your desired end result 
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ü Stand next to the Challenge sheet and look forward to the End 
Result sheet.  As strongly as possible, get a sense of what it’s like 
for someone to achieve the End Result.  Use all your senses so            
you really see, hear, feel, taste and sense it. 

ü With that End Result in mind, ask yourself, “What is the first thing 
someone needs to understand or do in order to move toward that 
outcome?” and take a step forward, allowing your unconscious mind 
to supply that first thing.  Do not wait until you have the answer 
before stepping forward.  Focus on the question and trust your mind 
to supply the answer once you’ve stepped forward into it.  Write it 
down and lay that paper next to you. 

ü Now, again focusing on the End Result, ask yourself, “Having 
accomplished this first step, what is the next thing someone needs 
to understand or do in order to move toward the outcome?” and 
again, step forward and allow the answer to come to you.  Write it 
down and place it in the sequence. 

3. Keep asking yourself this question, and moving into the next space until 
you’ve arrived at the End Result.   

[NOTE: you may need to move the spot where you originally placed the 
End Result paper if you arrive there physically before you’ve identified all 
the steps.  That’s OK.] 

4. Review your sequence.  Starting with the “Challenge” paper, move 
through each step until you arrive at the End Result paper.  Actually step 
forward into each new step, read what the paper says, and notice if it feels 
or sounds right.  If you need to make an adjustment by adding a step or 
rearranging the order, now’s the time to do it. 

5. Now, standing in the End Result spot, turn around and look back over the 
entire sequence from this vantage point.  Double check that the sequence, 
beginning with the Challenge, will bring you forward to this End Result 
place. 
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Identifying the Incredibly Valuable Benefits  
of Your Program 

 

 
Feature Benefit 
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Sample Program Outline 
 
“Online Profit Template” program components -  
 
2nd & 4th Thursdays, 11am Pacific 
2/12, 2/26, 3/12, 3/26, 4/9, 4/23 
 
3 monthly 1-hour instructional sessions 

10 minutes – Celebrate successes 
 35 minutes – Education 
 10 minutes – Q&A 
 5 minutes – Set intention for following week  
 
3 monthly Q&A/Spotlight sessions 
 5 minutes – Check in 
 20 minutes – Spotlight 
 20 minutes - Spotlight  
 15 minutes – Q&A 
 
Two “free floating” 15-minute session  
 
Bonuses:  

√ Get More Leads! product 
√ DIY Web Writing Handbook 
√ Create Your Irresistible Free Taste Virtual Workshop 

9:30-11am Pacific - Free Taste Virtual Workshop (75 minutes) 
1/27, 1/29, 2/3, 2/5 & 2/10 

 
 
2/12 Spotlights, Q&A 
 
2/26 Website  

• purpose of a website: education, credibility, lead generation, sales 
• squeeze page strategy 
• quick Web Rx 
Homework:  write Home, About, Contact pages OR landing/squeeze page copy 

 
3/12 Spotlights, Q&A 
 
3/19 Newsletter 

• Simplest template 
• Formatting: 
• Timing, Schedule 

10 minutes – Q&A 
Homework:  set date for first issue, get draft template done by 3/31 

 
4/9 Spotlights, Q&A 
 
4/23 Completion, Next Steps 

Round Robin with Closing Questions 
 

Keep	  it	  ultra-‐simple	  for	  yourself.	  	  
No	  need	  to	  develop	  the	  content	  in	  
detail	  before	  you’ve	  actually	  got	  
paying	  clients	  registered.	  
	  
This	  is	  an	  example	  of	  the	  outline	  I	  
created	  in	  preparation	  for	  
enrolling	  people	  in	  my	  very	  first	  
group	  program.	  	  You	  can	  see	  I	  
knew	  the	  topic,	  dates,	  bonuses	  
and	  specific	  outcomes,	  but	  didn’t	  
spend	  time	  on	  the	  actual	  content	  
–	  yet!	  
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Sample Invitation Email  

 
Hi, [Name], 
 
In the next couple of weeks you'll be hearing about a brand new program I've developed 
for those who are ready to break free from the “lemming crowd” and go for some major 
transformation in their business results.   
 
I wanted to connect with you personally because I think this could be something you'd be 
interested in. 
 
The program is focused on maximizing the return from your website, your Free Taste, 
your newsletter, etc.  With personal guidance and affectionate butt-kicking from me, 
you’re going to transform your online presence and conduct a product or program launch 
to grow your list and create more cash flow.  (Don’t be scared off – it’s totally do-able.) 
 
When I thought about who I'd like to work with in this way and who might be a good fit 
for this model, I thought of you. 
 
Things are kicking off in January (perfect timing to get your business on track for 2009) 
and I’m quite sure you’re going to be intrigued by what you hear.  Because I want to be 
sure you get the maximum results possible, there’s only 3 spots available.   
 
I know several things could quite easily seem to stand in your way here:   

ü  It’s the holiday season and you’re busy 
ü  The economy has everyone running scared and you’re worried about money 
ü  You don’t know what you’d do with all that extra time on your hands if you jump 

forward into a stress-free business 
That’s why these 3 spots will be filled by action-oriented, positive-minded players who 
are eager to taste greater results (and who know they deserve it). 
 
Send me a reply if you'd like to know more before I announce it to my whole list.  We’ll 
set up a time to talk about your business, do a little strategizing and see if this would be 
a fit.  Truly no obligation on your part. 
 
I'd like to give you the opportunity to have one of these limited spots if it feels right for 
you. 
 
Positively, 
Helen 
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The 7 Ingredients in a  
Successful Selling Conversation 

 
 

• Set the Tone as the Leader 
 

• Uncover Their Pain 
 

• Identify Their Goals 
 

• Share a Tip 
 

• Ask the Cost 
 

• Uncover What’s Missing 
 

• Make the Offer 


